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Abstract 
This paper sets three main research directions: synthesizing the relevant literature concerning the decision making style insisting 
on the specific manifestations at the level of SMEs; a research concerning the decision making style on a sample of 21 
entrepreneurs from South-West Oltenia Region; reporting the own results to previous studies having the same toping. 
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1. Introduction 
Effective decision making is an important part (maybe the most important) of the managerial activity. Although 
there is a vast literature regarding the methods and techniques to optimize the managerial decisions, respectively an 
important trend concerning their rationalization, the scientific papers from last years, regarding this issue, are far 
from such an approach. Given the focus on the nature generally human of the managerial decision, the elements of 
individual psychology, group psychology, sociology have an increasingly contribution to the study of the 
organizational decision-making processes. 
In approaching the organizational decision-making processes, the managers behave differently. These differences 
are due to the specific way of framing the decisional problems, perceiving and analyzing the available information, 
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experience, interacting with the subordinates in the decision-making process etc. Furthermore, when approaching the 
management processes, there are sensitive differences between entrepreneurs and the managers of the large 
companies.  
In our opinion, a useful tool for understanding and explaining these differences may be the decision making style.   
2. Theoretical background 
The style represents a distinctive or characteristic behaviour, a particular method of acting. This term, which is 
specific to the psychology, was introduced by G.W. Allport, with reference to the different types of personality or 
behaviour. G. W. Allport considered that the understanding of the styles is based on the theory of C. G. Jung 
concerning the psychological types. Over time the term gets a richer signification, but, essentially, the style means a 
pattern or a preferred way of doing something, which virtually remains the same during a long period of time. 
(Alqarni, op. cit.). 
Summarizing the very vast literature in the field, the making decision style may be defined as a “template” of 
answer through which an individual approaches the important decisions.  
According to Rowe and Mason, making decisions style is firstly a cognitive process, combining activities of 
perception, information or knowing, rationing and solving a problem. These authors consider that the decision 
makers are different within the making decisions process because they use different ways for perceiving or assessing 
the information. For example, there are some individuals who think intuitively and others who think logically. 
Certain individuals prefer the action against a prolonged reflection (Rowe and Mason, 1987).  
Nutt considers that the decision making style is a synthesis and a projection of the system of values, beliefs, 
procedures, rules, data specific to a certain manager, unconsciously applied in the decision making process (Nutt, 
1990). Nutt also considers that the “style offers a way to understand why managers, faced with seemingly identical 
situations, use such different decision processes”. 
In the specialized literature there is a series of studies investigating the variables which influence the adoption of 
a decision making style. Generally we speak about the fact that people have different psychological typologies and 
cognitive capacities.  
Yousef (1998) identifies the following determinants of the decision making style:  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Fig. 1. Determinants of decision-making style 
In the following we will present some styles, so called of leadership, that are rather decision-making styles.  
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features of the objectives to achieve etc.; the pressure of time – if it requires a rapid decision-making,  it is not 
possible to imply any more the team members in analysis and debates. 
Taking into account these elements, we distinguish the following decision-making styles: the manager makes 
decision and announces it; the manager „sells” decision; the manager presents ideas and invites questions; the 
manager presents tentative decision subject to change; the manager presents problems, gets suggestions, makes 
decision; the manager define limits, asks group to make decision; the manager permits subordinates to function 
within limits defined by superior. 
In the ‘70s the two authors were invited by Harvard Business Review to carry out updates. In this update they 
warned that within the modern organizations the relationships between the forces depending on the leader, 
subordinates and situation became more complex and more independent than in the ‘ 50s, and for leaders becomes 
increasingly difficult to establish the way of leadership. 
Another important theory of leadership, focused on decisions that enjoyed a wide attention, was conceived in 
1973 (Vroom and Yetton), and reviewed in 1988 (Vroom and Yago). The leadership model of Vroom-Yetton-Jago is 
focused on establishing the degree of employees’ participation in decisions-making process and was created based 
on two important premises: the decisions of the organization should be of good quality (their impact on the results 
should be strongly positive); subordinates should accept and be committed to the decisions that are made within the 
organization.  
This model suggests the existence of five different decisions-making styles or ways in which the leaders can 
make decisions: the leader makes own decision using information that is readily available to him at the time; the 
leader collects required information from followers, then makes decision alone; the leader shares problem to relevant 
followers individually and seeks their ideas and suggestions and makes decision alone; the leader shares problem to 
relevant followers as a group and seeks their ideas and suggestions and makes decision alone; the leader discuss 
problem with followers as a group and seeks their ideas and suggestions through brainstorming (the leader accepts 
any decision). 
Besides these models, called in specialized literature models of leadership, we will present some independent 
models concerning the decisions-making styles.  
A first typology of decision-making styles belongs to Meyers (1976) and is based on human information 
processing. This refers to the way in which people accumulate and use the information in decisions-making process.  
A first approach was realized by C. G. Jung. He identified two dimensions of human information processing 
according to the appropriate operation of the two hemispheres of the brain: the perception (accumulation of 
information) and judgment (information processing). Perception is helped by the sensation (S) and/or intuition (N); 
judgment is carried out through thinking (T) or feeling (F). 
Combining these two ways of perception with the two ways of judgment, four decision-making styles occur: 
sensation/thinking (ST), intuition/thinking (NT), sensation/feeling (SF), intuition/feeling (NF).   
The four styles can be characterized through a synthetic phrase (Taggart and Robey, 1981). The ST manager has 
the following symbolic attitude: “Improve your performance or you’re fired!” the NT manager – “If your 
performance does not improve, you will be transferred to another position.” the SF manager – “You need to change, 
what can we do to help you?” the NF manager – “You can improve your performance, let me suggest an approach.”  
Scott and Bruce (1995) identify five decision-making styles: rational, avoidant, dependent, intuitive, spontaneous. 
The rational decision maker relies on a previous preparation of the decision, analysis, logics, orientation on long 
term, rigorous control. The intuitive decision-maker relies on feelings, on summary superficial information and his 
decision is very rapid. The dependent decision-maker relies on the support of the others. If he is perceived as 
participative, the subordinates’ reactions can be favorable. If the decision maker is perceived as week, unprepared, 
uninformed the subordinates’ reactions are not favorable, there is a high probability that such decisions made in such 
circumstances to failure. The spontaneous decision maker is inclined to make the decision as soon as possible. Such 
a style may have positive or negative effects within the organization, to the extent to which it is decisive or 
impulsive. The avoidant decision maker (fearful), who postpone or refuse making some decisions, is characterized 
through a risk aversion and generally has a negative impact on the performance of an organization.  
However, best known model is that developed by Rowe and Mason (1987). According to this model, individuals 
act under the preponderant influence of the left hemisphere or of the right hemisphere of the brain. To the 
individuals with technical inclinations, with a logical and analytical thinking, the action of left hemisphere is 
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dominant. To the others, orientated towards inductive reasoning, in spatial terms, the action of right hemisphere is 
dominant.   
In these circumstances we distinguish four decision-making styles: directive, analytical, conceptual, behavioural 
(figure 2). 
Fig. 2. The Rowe-Mason Typology of decisions-making styles 
Directive style is recommended if there are some structured tasks, with a small level of cognitive complexity. 
Basing its decision on a summary information (it prefers the structured, punctual, generally verbal information) and 
on a restraint number of decision-making alternatives, such a decision maker offers rapid satisfying solutions, but 
not necessary optimal. It regards a restraint spatial and temporal horizon, the manager with such a style focuses on 
control, is generally efficient, orientated towards results, but, in the same time, want dominate the others, sometimes 
becoming autocratic.    
Analytical style is specific to a decision maker with tolerance for the ambiguity of the task. He founds his 
decision on an extensive information (generally based on written reports) and elaborates many decision-making 
options. It is a style very suitable for the completely new decision-making situation. This decision maker has also an 
autocratic inclination, neglecting the control.  
Conceptual style is found to an idealist decision maker focusing on ethics and the compliance with some values, 
trusts people, aims a large time horizon, encourages the participation, and is rather a thinker than a man of action.   
Behavioral style is specific to a decision maker receptive to the subordinates’ suggestions, empathic, persuasive, 
looking forward the consensus, the avoidance of conflicts and focusing on communication. 
Boulgarides and Cohen (2001) consider that the leader should also configure his decision-making styles 
according to series of decision-making factors. Concretely, they develop a study concerning the correlation of the 
decision-making style with the life cycle of the organization, presented in accordance with the studies of Greiner 
(1972)  (table 1). 
      Table 1. Correlating the decision-making style with the phases of the organization life cycle 
 Life cycle of the organization  Decision-making style  
Phase 1 Innovation Conceptual and directive 
Phase 2 Transition  Analytical 
Phase 3 Growth  Analytical 
Phase 4 Consolidation  Behavioral  
Phase 5 Adaptation  Conceptual 
   Source: Bulgarides and Cohen, 2001 
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Thus, an organization founded in an incipient phase of its existence needs a leader with a decision-making style 
resulted from the mixture of the conceptual style with the directive one. The entrepreneur should have ideas, but also 
lead their implementation.  
Transition and grow phases are characterized by a series of challenges that the company should face, a sensitive 
growth of the information which must be processed at the level of the superior management, decentralization and 
delegation of a task.   To “posses” the situation it takes an analytical style. 
Consolidation phase may be efficiently crossed through a behavioral style, participative corroborated, towards its 
end and subsequently in the adaptation phase, with a conceptual style, taking into account that a new cycle in the 
evolution of the company must be prepared. 
At the end of the incursion in the specialized literature we focus on some decision-making styles specific to the 
companies (theme quite less addressed in the specialized literature).  
Rowe and Mason (1987) speak about the entrepreneurial style as a mixture between the conceptual and directive 
styles (i.e. the entrepreneur is seen as a realistic dreamer).  
Gray (2001) proposes a tool for appreciating the entrepreneurial decision-making style, according to which we 
identify three types of decision makers: convergent (conservator, prudent, with a great attention at details); divergent 
(more likely to take risks, able to approach an issue from a new angle); innovative (decision makers approaching 
creative strategies for solving the issue).  
In a previous article, Gray (1999) investigated the determinants of the decision-making style at the level of the 
small company and respectively its impact on the business success (figure 3). 
 
Fig. 3. Entrepreneurial decision-making style – factors of influence, impact   
 
The above figure reduce, excessively in our opinion, the factors influencing the entrepreneurial decision-making 
style (to compare see figure 1). However, we believe that the demographic factors concerning the entrepreneur 
exercise the biggest influence on his decision-making style. 
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Table 2. Distribution of the enterprises depending on the head office location 
County Number of participants  
Dolj 9 
Olt  1 
MehedinĠi 4 
Vâlcea 6 
Gorj 1 
The 21 entrepreneurs are associates and managers of some SMEs. The typology of the enterprises where they 
activate is presented in table 3.   
Table 3. Typology of SMEs 
Type of SME    Number   Percentage
Microenterprise 11 52,38 
Small enterprise  9 42,85 
Medium enterprise     1 4,77 
 
The „age” of the enterprises whose owners/managers were questioned was between 3 and 19 years, with an 
average of 9, 80 years (table 4). 
Table 4. The age of enterprises 
Age of enterprise  Frequency Percentage
0-5 years 4 19,05 
6-10 years  8 38,10 
11-15 years 4 19,05 
more than 15 years 5 23,80 
 
For the collection of data, a questionnaire comporting two parts was used: first part, including 53 questions, 
aimed the achievement of some descriptive data concerning the sex, the age, the education, the experience, the 
behavior specific in some specified decision-making situation; the second part is represented by „The Decision Style 
Inventory” (DSI) developed by Rowe and Mason (1987). 
The Decision Style Inventory is a questionnaire comporting 20 questions, to which the respondent should rate 
with 8, 4, 2 and 1 four alternative responses. A rate of 8 indicates the answer which is the closest to the own 
behavior, while, at the other pole, a rate of 1 indicates the answer the least preferred. Due to the restriction 
concerning the number of pages of the paper, we cannot attach this questionnaire. It can be accessed, for example, to 
the address:  http://www.is.cityu.edu.hk/staff /isrobert/is5600/dsi-e.pdf . 
Data were collected during the period September 2010 – February 2011. The questionnaire was sent by email to 
50 entrepreneurs from South-West Oltenia region, receiving it completed by 21 (meaning a response rate of 42%).             
Furthermore, we will present some elements of descriptive statistics concerning the respondents. Thus, among the 
21 answering entrepreneurs, 17 are males (80,95%) and 4 females (19, 05%) as it can be noticed in figure 4. 
Fig. 4. Entrepreneurial decision-making style – factors of influence, impact  
 
Regarding the respondents’ age, this was between 24 and 54 years, with an average of 37, 57 years.   
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Table 5. Respondents’ Age 
Age Group Frequency Percentage
20-29 years  6 28,58 
30-39 years  5 23,80 
40-49 years  7 33,33 
50-60 years 3 14,29 
Table 6 describes the respondents’ level of education. We must notice the very high percentage of those with 
superior studies. 
Table 6. Level of studies 
Level of studies  Frequency Percentage
High school  4 19,05 
Post-secondary 2 9,52 
University  11 52,38 
Post-university 4 19,05 
 
Two questions from the questionnaire regarded to establish the entrepreneurs’ previous experience (including the 
experience concerning the management): “Before became entrepreneur, did you have an experience as employee?” 
and respectively “(If the answer is YES) As employee did you have management positions?” The synthesis of the 
answers is presented in tables 7 and 8. 
Table 7. Respondents’ professional experience 
 Frequency Percentage
Respondents with previous 
experience as employees.  
18 85,71 
Respondents without previous 
experience of employee.  
3 14,29 
Table 8. Respondents’ experience on management positions 
 Frequency Percentage
Respondents with previous 
experience as manager  
9 42,86 
Respondents without previous 
experience as manager  
12 57,14 
 
Furthermore, we will synthetically present the results of the analysis concerning the decision-making style (table 
10). To interpret the answers at the questionnaire Rowe-Mason the grille presented in table 9 was used. 
Table 9. Decision Style Intensity Levels 
Managerial
Decision Style 
Least
Preferred
Back-up Dominant Very dominant 
Directive Below 68 60 to 82 83 to 90 Over 90 
Analytical Below 83 83 to 97 98 to 104 Over 104 
Conceptual Below 73 73 to 87 88 to 94 Over 94 
Behavioral Below 48 48 to 62 63 to 70 Over 70 
Source: Rowe and Boulgarides, 1992 
The score corresponding to directive style was achieved by summing the points of each respondent, on the first 
column, for the analytical style on the second column, for conceptual style on the third column, for behavioral style 
on the fourth column. 
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Table 10. Respondents’ decision-making style 
Managerial
Decision Style 
Least
Preferred 
Back-up Dominant Very dominant Total 
Directive 4(19,05%) 6(28,57%) 1(4,76%) 10(47,62%) 21 (100%) 
Analytical 5(23,81%) 9(42,86%) 3(14,29%) 4(19,05%) 21 (100%) 
Conceptual 14(66,67%) 7(33,33%) - - 21 (100%) 
Behavioral 8(38,10%) 8(38,10%) 3(14,29%) 2(9,52%) 21 (100%) 
Total 21 (100%) 21 (100%) 21 (100%) 21 (100%)  
Analyzing data from the above table we found a very high percentage of respondents (66, 67% - 14 
entrepreneurs) rates with least preferred level of intensity for the conceptual style. From table 10 we can also notice 
that most respondents (47, 62% - 10 entrepreneurs) rates with the directive style very dominant level of intensity. 
Following the same table we consider that most of decision makers (52,38% - 11 entrepreneur’s) note with dominant 
and very dominant the directive style. Another interesting element, visible in table 10, is that no entrepreneur score 
dominant or very dominant the conceptual style. . 
Analyzing table 10 in correlation with figure 2 we can formulate the following observations: 
• The entrepreneurs from the sample have a decision-making style of left hemisphere type, rather logical than 
creative (see the result obtained by combining the scores from the directive and analytical styles).  
• The entrepreneurs from the sample are rather orientated towards action (see the combination of scores for 
directive and behavioral styles). We also can say that most of the entrepreneurs act as reactive managers and less as 
proactive leaders.  
• Most respondent entrepreneurs have an autocratic inclination (see the combination of scores for directive and 
analytical styles).  
Within the questionnaire applied to entrepreneurs there were questions which had the role to confirm/infirm the 
results obtained in the establishment of the decision-making style profile.  Furthermore, we will synthetically 
present the answers to some of these questions. Thus, question 18 regarded to establish the factors of influence 
(persons) on decisions made by entrepreneurs. 
Table 11. Factors of influence on the entrepreneurs’ decisions 
Alternative answers Frequency Percentage
My business decisions are often influenced by the 
members of my family  
3 14,29 
My decisions are often influenced by the 
consultations with the employees 
3 14,29 
My decisions are often influenced by the 
discussions with my friends  
- - 
I am not significantly influenced by the others when 
I make business decisions 
15 71,42 
 
To question 19 “Do you think that emotional states influence your decisions?” 14 (66,67%) respondents 
answered “No”, 7 “Yes”. Among the respondents answering “Yes”, 4 (19, 05%) appreciated that the influence is 
positive, while 3 (14,29%) considered that the emotions have a negative influence on the decisions. 
The answer to the question 28 “Within the enterprise, do you frequently make group decisions?” is illustrated in 
figure 5. 
Fig. 5. “Within the enterprise, do you frequently make group decisions?” 
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The answer to question 30 “In the leading activity of yours enterprises do you use the responsibilities 
delegation?” is synthesized in figure 6. 
 
Fig. 6. “In the leading activity of yours enterprises do you use the responsibilities delegation?” 
4. Conclusions 
In the Romanian specialized literature we identified one single study built using a same methodology. Iftimescu 
(2006) applied the questionnaire Rowe-Mason on a sample of students in terminal year, at the specialization 
“Management”, at the Faculty of Economics and Business Administration of Iasi, with the following results: 25% of 
respondents have a directive style, 28,4% have an analytical style,  24,1% have a conceptual style  and 22,5% have a 
behavioral style. Besides these differences concerning the sample structure, we can found, as general trend, that in 
our study, the young students are likely directive and analytical.  
Decision-making profile of Romanian entrepreneur, as is framed in our study is the following: autocrat, 
orientated rather towards tasks than towards people, a little empathic and creative, making decisions on his own.  
This is in consonance with the portrait crayoned by Ovidiu Chiorean, manager and specialist in financial consult 
in June 2013: “Romanian entrepreneur knows everything and he is the only one knows it. The orchestra man does 
not trust hardly anyone, investment funds, bankers, insurers, consulters, either the own employees (…). Eventually, 
he trust his family members who, in most cases, are not more competent, and thus disappoints are 
scheduled”(www.manager.ro). 
Almost on the same coordinates the research “Romanian manager profile” realized by Result Development 
Company, during the period 2009-2011, on a sample comporting 110 managers (47,3% with top management 
positions, 64,5% operating within multinational companies, 35,5% within national companies) revealed as relevant 
among the defects of Romanian managers the excessive control (45,5% of respondents) and the lake o delegation 
(41,8%) (www.cariereonline.ro). 
This study evidently has its limits. Among these limits we mention: the way of forming the sample (the great 
percentage of entrepreneurs with superior studies, the small percentage of women, the small percentage of 
entrepreneurs from medium enterprises who can significantly influence the results); the way of applying the 
questionnaire, the exclusive use of descriptive statistics (without verifying certain correlations). However, it can be a 
useful demarche which could serve as starting point for performing some elaborated researches.  
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